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What is housing? Basically, it is a product—a highly com¬ 
plex product. First, it is a bulky, durable and permanent product. 
It has a fixed location being used only in the place where it is built. 
Once built, it tends to remain in existence for marry years—frequently, 
long after it has served its usefulness. It becomes almost a part of 
the land. 
Housing, unlike many other industrial products, is not highly 
standardized. Mary types of materials are used in both the structure 
and the furnishings. Different kinds of parts and facilities are 
incorporated. The structure encompasses a complexity of pipes, ducts, 
wiring, and plumbing. There are single-family houses, duplexes, apart¬ 
ments, and there is housing for the minorities. Discrimination in 
housing is freely practiced against Chinese, Jews, Spanish-Americans, 
Japanese, Negroes, and other minorities.^" 
But housing is more than a complex product. It is 
both an economic and social process. It plays a 
tremendous role in the economy of this country. Approxi¬ 
mately one fourth of our national wealth is in the form 
of city and village dwellings. Almost one fourth of the 
^Charles Abrams, Race Bias in Housing (New York: American 
Civil Liberties Union, 19U7), p. 8. 
1 
2 
personal consumption expenditure of our population is 
represented in housing expenditures.-1 
Housing is one commodity on the American market Negroes and 
persons belonging to certain other ethnic minorities cannot purchase 
freely. There is no "blue book" that supplies regular price quotations 
in the used housing market. A complex of forces and pressures operate 
to exclude members of these groups from residence in the majority of 
the nation’s urban and suburban neighborhoods. The result is to 
segregate them in certain limited districts. In consequence, a non¬ 
white person typically has fewer alternatives in housing than does a 
white home seeker with comparable purchasing power. The latter may 
choose any location and compete for any available dwelling that suits 
his needs, tastes, and pocketbook, subject only to the general economic 
laws. The person from a minority group can, however, compete freely 
only within circumscribed areas. Elsewhere he confronts formidable 
barriers because of his race, color, or ethnic attachment.^ 
Racial restrictions on residence are an outstanding departure 
from the traditional American principle of freedom to move and to choose 
one's place of residence. Many countries do not recognize the right of 
free movement, but in the United States it has been so seldom challenged 
as to be taken for granted by most people. Exclusion from a residential 
area is, thus, a deprivation of a traditional American freedom, a right 
Glenn H. Beyer, Housing and Society (New York: The Macmillan 
Company, 1966), p. 3. 
2 
Where Shall We Live? Report of the Commission on Race and 
Housing, (Berkeley and Los Angeles: University of California Press, 
1958), p. 1. 
3 
legally denied only to paroled criminals, aliens, and in the past, to 
certain minority racial groups. 
The Negro urban dweller buys or rents housing in segregated parts 
of the city because that is the market into which he has been forced. 
There is a minimum of new construction in such areas and he must accept 
hand-me-down dwellings. These formerly white owned homes are the dwell¬ 
ings I will discuss in this thesis. 
Many Negroes are being forced to occupy housing well below the 
quality which they desire and, in many instances, financially able to 
possess. There has been a sharp rise in the earnings and income of non¬ 
white families in the United States since 19U0, and the trend is continu¬ 
ing today.^ 
Recent gains in higher paying jobs and greater employment 
security have resulted in an appreciable advancement in the purchasing 
power of Negro families in Montgomeiy, Alabama and have created among 
them an active and expanding market for not only more housing but also 
better quality housing. 
However, because of discriminatory patterns, Negroes, in effect, 
pay more for housing than whites. Although in most metropolitan areas, 
Negroes pay slightly lower rental than whites in each income group they 
2 
get vastly inferior housing. 
^Thomas L. Gillett, "Effects of Negro Invasion on Real Estate 
Value," The American Journal of Economics, XVI (January, 1957), 151- 
62. 
2 
Prances F. Piven and Richard A. Cloward, "Desegregated 
Housing," The New Republic, CLV (December 17, 1966), 17-20. 
U 
Recent housing and redevelopment programs put forward as attempts 
to serve the city as a whole by clearing slums, improving the tax base, 
or retrieving the middle class from the suburbs, have had the effect of 
intensifying ghetto deterioration. The United States has spent some $3 
billion on urban renewal programs, and in the process, whole low income 
communities have been destroyed including some 328,000 units of housing 
(most of them low rental). Only some 13,000 units of low-rent public 
housing have been constructed on the area sites.^ Luxury apartment 
houses, stadiums, coliseums, auditoriums, and office buildings now stand 
where the poor once lived. Highway construction such as in Montgomery, 
has had equally devastating effects. 
The demand for better housing by the Negro is very evident today. 
The Hnited States' 20 million Negroes alone pour about $15 billion into 
the economy each year in rents, mortgage payments, and related housing 
expenses. Rigidly restricted in his choice of residence, his numbers 
growing at a rate half again as fast as that of the white population, the 
Negro faces a continual shortage of available shelter and pays a premium 
price for whatever he can get; he thus has less to spend on other things.^ 
If Negroes today had the same skills as other Americans, and if they were 
free from discrimination in housing, employment, and education, our gross 
national prodrrct could be $30 billion higher.^ 
1Ibld. 
2 
"discrimination in Housing: How it Hurts the Economy," Newsweek, 
(September 3, 1962) Vol. LX, pp. 62-6U. 
3U.S. Congress, House, Message from the President of the United 
States, H. doc. 5>6, 90th Cong., Session 1967. 
5 
The steady flight of upper working class and middle class whites 
to the suburbs has opened up many formerly closed and well preserved 
communities to the Negro occupant. The "Goode Street" area in Montgomery, 
Alabama is such a community. The bulk of the whites in the section be¬ 
gan to move out in 1965. 
A View of the Community.—The Goode Street area is west of 
Court Street and east of Cleveland Avenue, and situated between Fairview 
Avenue and Jeff Davis Avenue. The houses in this section are about 20 
to 30 years old, and while some are brick, most are frame. There are 
approximately 12 streets and 250 houses in this section. 
This section was rezoned to absorb the growing demand for Negro 
housing which was intensified by urban renewal and freeway programs. 
Purpose of the Study.—It is a vividly evident and unshakable 
fact that Negroes have traditionally been allotted only the left-overs 
of the housing market. Negro families are confined by racial restric¬ 
tions to the most overcrowded, oldest, and least desirable districts in 
city after city. Racial barriers freeze this situation and frustrate 
remedial actions such as relocation, slum clearance, and urban renewal. 
In such areas, family life is at a severe disadvantage. 
Every family has the responsibility of caring for the health and 
education of its members. Housing conditions that prevent parents, 
through no fault of their own, from setting up tolerable domestic condi¬ 
tions in which they can meet this socially imposed responsibility, are 
gravely unjust. The segregation system confining Negroes to inferior 
housing reinforces this injustice. 
6 
We know that overcrowded Negro families in slum areas often 
pay almost half their income for rents, but the unfair economic penalties 
of housing discrimination extend far beyond this. Negroes must look 
longer and harder for decent houses because of the limitations of their 
choice. Such looking requires extra money in carfare and other small 
costs. If a home is found for sale to Negroes, it may very well have 
an extra premium added to the price. Negroes frequently pay more than 
whites for comparable housing purchases.^ 
It is the purpose of this study to ascertain whether the Negro 
experiences a financial loss when buying in the Goode Street neighbor¬ 
hood and if he does, why? It is also a purpose of this study to 
analyze the following characteristics : 
1. General characteristics of the buyer 
2. General characteristics of the original homes 
3. General characteristics of the houses bought 
U. Comparison of the characteristics of houses bought 
with the old places of residence. 
Limitation of Study.—This study is limited to the home buyers 
in the Goode Street area. The Negro families that are renting in this 
area were omitted. The few white families that have not moved were also 
omitted. 
Method of Research.—The method of research employed was, basi¬ 
cally, a questionnaire. However, several realtors and staff members of 
\>ennis Clark, Why is Housing Segregation TTnjust? (Chicago, 
Illinois: Friendship House, 1965), p. 7. 
7 
the urban renewal program were interviewed. A questionnaire was mailed 
to every third family on each street. A cover letter^" was attached 
O 
to each questionnaire explaining how it should be completed and its 
purpose. Follow-up letters and telephone calls were used to encourage 
the response. 
Definition of Terms,—-To provide clarity and understanding, 
some of the terms used in this report are defined as follows: 
1. "Previously All White Neighborhood” means a neighborhood 
that at one time was occupied by white families but is 
now all or predominantly Negro. 
2. "Goode Street Area" is a former white neighborhood in 
Montgomery, Alabama. This section is bound by Court 
Street on the east, Cleveland Avenue on the west, 
Fairview Avenue on the south, and Jeff Davis Avenue on 
the north. 
3. "Buying of Homes" means to acquire homes by giving an 
acceptable price or consideration therefor, or by- 
agreeing to do so.3 
U. "Negro" means a person belonging to the black race 
especially of African decent.^ 
^Reproduction of cover letter appears on page 36. 
2 
Reproduction of questionnaire appears on page 37. 
3 
Webster^ New International Dictionary of the English 
Language, 2nd Edition, 19U8. 
Ibid., p. 1638. 
CHAPTER II 
GENERAL CHARACTERTS TICS OF HOME BUYERS IN THE 
GOODE STREET AREA 
A total of 80 questionnaires were distributed among the 25>0 
homes in the Goode Street area, A response was received from 50 
home buyers. Thirty of them were former owners and 20 of them were 
former renters. Information received is as follows: 
Age, — The ages of the home buyers in the Goode Street area, 
when viewed without regard to whether they were former owners or 
tenants, appeared at all levels of the age scale (Thble l). The 
median age for all buyers is 1*2.3 years. However, the £0 years old 
or over bracket had the largest percentage (26$), Sixty percent of 
the 50 buyers who responded were former owners and 1*0 percent were 
former tenants. 
Buyers who were also former owners had the greatest concentra¬ 
tion in the age span between 1*0 years old and over which accounts for 
73 percent of the population. Of the 30 buyers who formerly owned 
their houses, only one buyer was less than 30 years old. 
The bryers who formerly rented showed greatest concentration 
in the 25-35 age group which accounted for 50 percent of the people in 
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20-2$ 0 0.0 1 5.0 1 2.0 
25-30 1 3.3 1* 20.0 5 10.0 
30-35 2 6.7 6 30.0 8 16.0 
35-1*0 E 16.7 1 5.0 6 12.0 
l*o-l*5 9 30.0 2 10.0 11 22.0 
1*5-50 3 10.0 3 15.0 6 12.0 
50 or over 10 33.3 3 15.0 13 26.0 
Total 
Median 
30 100.0 20 100.0 5o 100.0 
1* 3.9 31*.2 1* 2.3 
Source : Questionnaire 
It should also be mentioned that 33.3 percent of the buyers are 
in the 50 years or older class under the formerly owned category, while 
there is only 15 percent in this same age span under the formerly rented 
category. 
We can safely state that the buyers in the Goode Street area 
who were former home owners were somewhat older than the buyers who 
were former tenants. The former owners have a median age of 9.7 years 
more than the buyers who were former tenants. 
10 
Occupation»—In the non-professional category, the occupations 
of the home bikers in the Goode Street area range from maids to postal 
employees. There were 30 people in 20 different occupations in this 
category. The distribution was fairly even with no occupation having 
more than two nor less than one home buyer (Table 2). The non¬ 
professionals made up 60 percent of the total population sampled. 
TABLE 2 
DISTRIBUTION, HOME BITTERS BY OCCUPATION 
(Former Owners and Renters) 
PROFESSIONAL NON-PROFESSIONAL 
Occupation No. Percentage Occupation No. Percentage 
Teacher 12 60.0 Laborer 2 6.7 
Minister 2 10.0 Barber 2 6.7 
Principal 1 5.0 Chef 2 6.7 
Administrator 1 5.0 Auto Mechanic 2 6.7 
Legal Secretary 1 5.0 Postal Employee 2 6.7 
Guidance Counselor 1 5.0 Railroad Worker 1 3.3 
Educator 1 5.o Beautician 1 3.3 
Mortician 1 5.o Bartender 1 3.3 
Handy Man 2 6.7 
Gardener 1 3.3 
Waiter 2 3.3 
Cab Driver 1 3.3 
Maid 2 6.7 
Truck Driver 1 3.3 
Civil Service 1 3.3 
Janitor 2 6.7 
Porter 2 6.7 
Housewife 1 3.3 
Carpenter 1 3.3 
Electrician 1 3.3 
Total 20 100.0 30 100.0 
Source: Questionnaire 
The professionals in this study made up UO percent of the total 
11 
population. There were 20 people in the professional category with 
some 8 different occupations. The greatest concentration of occupa¬ 
tions was school teachers which made up 60 percent of the population 
in this category. All of these occupations were considered professional 
for this study due to the educational and professional training these 
people possessed. The second largest concentration of occupations was 
the ministers. They had a total of 10 percent while all other occupa¬ 
tions had £ percent each. 
The occupational dispersion of home buyers in the Goode Street 
area followed the general pattern of Negro workers in the South. There 
were more non-professionals than professionals. An overwhelming 
majority of professionals were school teachers or in the education 
profession. 
The occupations, when viewed as to former owners only, re¬ 
veal that all of the professionals were former home owners (Table 3). 
There were 10 of the 30 non-professional home buyers that were former 
owners. All of the non-professional buyers who were former owners 
had equal distribution except the postal employees. They made up 20 
percent of the population, while all the other occupations had 10 per¬ 
cent each. 
The distribution for the professional buyers that were former 
owners is the same as the distribution for professionals in Table 2. 
The professionals accounted for 66.7 percent of the population of 
former owners. 
Income.—The income of the non-professionals had the highest 
percentage in the $U,000-6,000 bracket which accounted for U6.7 per¬ 
cent of the total non-professional population (Table li). This range 
12 
is rather moderate for Montgomery and the South. This is due to several 
governmental employees such as postal workers and other civil service 
workers that were considered non-professionals but had an income as 
high as some professionals. Non-professional home buyers that earned 
less than $6,000 made a total of 83.h percent. A total of 36.7 per¬ 
cent of the non-professionals earned less than $U,000 annually. There 
were no non-professional buyers who earned $10,000 or more. 
TABLE 3 
DISTRIBUTION, FORMER OWNERS BY OCCUPATION 
PROFESSIONAL NON-PROFESSIONAL 
Occupation No. Percentage Occupation No. Percentage 
Teacher 12 60.0 Laborer 1 10.0 
Minister 2 10.0 Barber 1 10.0 
Principal 1 5.0 Auto Mechanic 1 10.0 
Administrator 1 5.0 Postal Employee 2 20.0 
Guidance Counselor 1 5.0 Railroad Worker 1 10.C 
Educator 1 5.0 Beautician 1 10.0 
Legal Secretary 1 5.0 Bartender 1 10.0 
Mortician 1 5.0 Maid 1 10.0 
Civil Service 1 10.0 
Total 20 100.0 10 100.0 
Source: Questionnaire 
In the professional category, the $1;,000-$6,000 level had the 
largest percentage of buyers, a total of 35 percent. We must keep in 
mind that this is the range of most school teachers' salaries in 
Montgomery, as reported by the Superintendent of Education. The $1|,000- 
$8,000 range had a total, of 65 percent of the home buyers. This range 
would cover the salaries of school teachers with bachelor's and master's 
degrees. The professional population that earned less than $U,000 
13 
totaled 10 percent. The $8,000-$10,000 level is represented by 15 per¬ 
cent. In both the $10,000-113,000 and $12,000 or more levels, the 
percentage of the buyers is 5 percent in each. 
TABLF h 
DISTRIBUTION, INCOME OF PROFESSIONAL AMD NON-PROFESSIONAL 
HOME BUYERS 
Income of Professional Non-Professional All Buyers 
Home Buyers No. Percentage No. Percentage No. Percentage 
$ 2,000-$ ii,000 2 10.0 11 36.7 13 26.0 
$ Ii,000-$ 6,000 7 35.0 Hi U6.7 21 1*2.0 
$ 6,000-$ 8,000 6 30.0 li 13.3 10 20.0 
$ 8,000-$10,000 3 15.0 1 3.3 h 8.0 
$10,000-$12,000 1 5.0 0 o.c 1 2.0 
$12,000 or more 1 5.0 0 0.0 l 2.0 
Total 20 100.0 30 100.0 5o 100.0 
Median $6 ,333 •Hi, 571 t 5,lli3 
Source: Questionnaire 
Looking at the income of all buyers both professional and non¬ 
professional, the largest concentration (U2 percent) is in the $ii,000- 
$6,000 level. All buyers that earned less than $1|,000 totaled 26 per¬ 
cent. Sixty-eight percent of all buyers earned less than $6,000 per 
year. The median incomes of professional, non-professional, and all 
buyers were $6,333, $U,5?1 and $5,lU3, respectively. 
Family Size.—Looking at the family size in the professional 
category, 70 percent of the total population has between 3 and U per¬ 
sons per family which means that these families have 1 or 2 children. 
There were no professionals that had 7 or more people in their family. 
A total of 85 percent of the home buyers that were professionals had 1* 
or less members in their family. The average size of the professional 
family was 3.6 persons. There was 5 percent in the 5, 6, and 7 persons 
per family categories (Table 5). 
TABLE 5 
DISTRIBUTION, FAMILY SIZE, PROFESSIONAL AND 
NON-PROFESSIONAL 
Professional Non- -Professional All Buyers 
Family Size NÔ7 Percentage No. Percentage No. Percentage 
2 3 15.0 5 16.7 8 16.0 
3 8 LiO.O 5 16.7 13 26.0 
h 6 30.0 6 20.0 12 2U.0 
5 1 5.0 h 13.3 5 10.0 
6 1 5.0 3 10.0 U 8.0 
7 1 5.0 5 16.7 6 12.0 
8 0 0.0 1 3.3 1 2.0 
9 or More 0 0.0 l 3.3 1 2.0 
Total 20 100.0 30 100.0 50 100.0 
Median 5.0 U.o l l.C 
Mean 3.6 h.6 U.2 
Source: Questionnaire 
The non-professional family size was somewhat larger than the 
professional. There were non-professionals that appeared in each of 
the levels of family size. The largest concentration was 20 percent 
at the Li persons level. There was 16.7 percent in the 2 and 3 per¬ 
sons level respectively. In the 8 and 9 or more levels, there was 3.3 
percent each. The non-professionals had 16.7 percent of the population 
in the family size level of 7. The non-professionals had an average of 
15 
U.6 persons per family. 
When viewing the family size for all buyers, we find 50 per¬ 
cent of the population had either 3 or U persons. There was 12 per¬ 
cent with 7 persons. Sixteen percent of all buyers had family sizes of 
7 persons. In the all buyers category, there was 76 percent of the 
buyers that had family sizes of 5 persons or less. The average size of 
the family when considering all buyers was b.2 persons. 
Types of Mortgages.—The home buyers used three types of 
mortgages: Federal Housing Administration, Veterans Administration, 
and conventional (banks and other financial institutions). The 
buyers who were former owners used all types of mortgages. Sixty per¬ 
cent used conventional, 30 percent used bank mortgages and 30 percent 
used other types of loans. Federal Housing Administration mortgages 
accounted for 26.7 percent and Veterans Administration 13.3 percent 
(Table 6). 
TABLE 6 
DISTRIBUTION, TYPES OF MORTGAGES USED BT HOME BUYERS 
Type of 
Mortgage 
Formerly Owned Formerly Rented All Buyers 
NÔ7 Percentage No. Percentage No. Percentage 
F.H.A. 8 26.7 6 30.0 1U 28.0 
V. A. h 13.3 6 30.0 10 20.0 
Bank 9 30.0 6 30.0 15 30.0 
Other 9 30.0 2 10.0 li 22.0 
Total 30 100.0 20 100.0 50 100.0 
Source: Questionnaire 
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Sixty percent of the bvyers who were former tenants used 
government mortgages. Thirty percent used V.A. loans and 30 percent 
used F.H.A. loans. Thirty percent also used bank loans, while 10 per¬ 
cent used some other kind of loan. 
When taken collectively, about half of the buyers used federal 
and the other half used conventional loans. Forty-eight percent used 
government loans (28 percent F.H.A. and 20 percent V.A.). Thirty per¬ 
cent of all the bikers used bank financing and 22 percent used some 
other form, making a total of 52 percent using conventional mortgages. 
Length of Mortgages.—In the formerly owned category, 36.7 
percent of the buyers had mortgages of 15 years. Thirty percent had 
mortgages of 10 years. Buyers who formerly owned their homes and had 
to assume mortgages of 20 years or more totaled 23.3 percent. Buyers 
who had mortgages of 30 years or more composed 3.3 percent (Table 7). 
TABLE 7 
DISTRIBUTION, LENGTH OF MORTGAGES 
Length of Mortgages 
in Years 
Form* 3rlv Owned Formerly Rented An Buyers . 
No. Percentage No. Percentage No. Percentage 
3 10.0 1 5.0 u 8.0 
10 9 30.0 1 5.0 10 20.0 
15 11 36.7 3 15.0 lU 28.0 
20 h 13.3 2 10.0 6 12.0 
25 2 6.7 h 20.0 6 12.0 
30 or more 1 3.3 9 U5.o 10 20.0 
Total 30 100.0 20 100.0 5o 100.0 
Median 15 25 15 
Source: Questionnaire 
17 
When looking at the buyers who formerly rented, the greatest 
concentration of buyers had to assume mortgages of 30 or more years 
which was U5 percent of the buyers in this category. iVrenty percent 
of the buyers had 25 years mortgages* A total of 90 percent of the 
buyers had mortgages of 15 years or more. Only 5 percent of the 
people had 5 and 10 year mortgages respectively. 
Looking at the lengths of mortgages of all buyers, we find 
that U8 percent of the people had mortgages between 10 and 15 years. 
The 20 and 2$ year levels had 12 percent each. Twenty percent of the 
people had mortgages of 30 or more years. 
Reasons for Leaving Original dwelling.—People move from place 
to place for many reasons, but the people in this studv moved for about 
four or five basic reasons, namely, relocation because of highway 
construction, urban renewal program, to buy a home, to buy a better 
home, and other reasons. A total of 83.3 percent of the people who 
owned their formerly homes had to move because of federal programs, 
70 percent because of highway construction, and 13.3 percent because 
of an urban renewal program. A total of 16.7 percent moved voluntarily, 
6.7 percent wanted a better house, and 10 percent for other reasons 
( Table 8 ). 
Viewing the people who were former tenants, 55 percent moved 
because they wanted to own their own home. Looking at the renters 
who were forced to move because of federal programs, we find 35 per¬ 
cent moved because of highway construction and 5 percent because of 
urban renewal. 
When taken collectively, 55 percent moved because of the 
highway, 10 percent because of urban renewal, 22 percent wanted to 
18 
own their own home, 6 percent wanted a better house, and 6 percent 
moved for other reasons. 
It is easily observed here that most of the former home owners 
were uprooted for reasons beyond their control which means they were 
compelled to look for housing elsewhere. 
TABLE 8 
DISTRIBUTION, REASONS HOME BUYERS (FORMER OWNERS AND RENTERS) 
MOVED FROM ORIGINAL DWELLING 
Reasons Formerly Owned Formerly Rented All Buyers 
for Moving No. Percentage No. Percentage No. Percentage 
Relocated Due 
to Highway 21 70.0 7 35.0 28 56.0 
Urban Renewal k 13.3 1 5.0 5 10.0 
To Own Own 
Home 0 0.0 11 55.0 11 22.0 
Better Home 2 6.7 1 5.0 3 6.0 
Other 3 10.0 0 0.0 3 6.0 
Total 30 100.0 20 100.0 50 100.0 
Source: Questionnaire 
Reasons for Buying in the Goode Street Area.—Of the former 
owners who moved in the Goode Street area I4O percent moved there because 
it was closer to town (Table 9). Some did not like the location of the 
new developments, so 16.7 percent moved in the Goode Street area because 
of this reason. About 23.3 percent of the former owners thought the 
prices were too high for homes in the new developments. Three point 
three percent did not like the houses in the new developments and 16.7 
19 
had other reasons. 
Forty-five percent of the buyers that were former renters moved 
to the Goode Street area because they did not like the location of the 
new developments. Some 20 percent moved there because it was closer 
to town, another 20 percent thought the price in the new development was 
too high for them, 5 percent did not like the houses and 10 percent had 
other reasons. 
TABLE 9 
DISTRIBUTION, REASONS FOR BUYING IN THE GOODE STREET AREA INSTEAD 
OF NEW DEVELOPMENT 
(BUYERS WHO FORMERLY OWNED AND FORMERLY RENTED) 
Reasons Formerly Owned Formerly Rented All Buyers 
for Buying No. Percentage No. Percentage No. Percentage 
Closer to town 12 ko.o h 20.0 16 32.0 
Did not like 
location of the 
new developments 5 16.7 9 U5.0 111 28.0 
Prices too high 
in new develop¬ 
ments 7 23.3 h 20.0 11 22.0 
Did not like the 
houses in new 
developments 1 3.3 1 5.0 2 luO 
Other 5 16.7 2 10.0 7 lll.O 
Total 30 100.0 20 100.0 50 100.0 
Source: Questionnaire 
Looking at all the buyers together, 32 percent moved there be¬ 
cause it was close to town. Twenty-eight percent moved because of dis- 
20 
like for the location of the new developments. Another 22 percent 
thought the prices were too high in the new developments and 18 percent 
did not like the houses in the new developments or had other reasons. 
It can readily be seen here that the Goode Street area attract¬ 
ed buyers because of its location and because they thought the prices 
were too high in the new developments. However, during the course of 
an interview x-dth two realtors, I learned that a 3-bodroom brick home 
could be purchased in two of the new developments for $lU,000. However 
we will see in Chapter III that U0 percent of the houses in the Goode 
Street area sold for $lii,000 or more. We must keep in mind that the 
houses in the Goode Street area have a median age of over 20 years and 
only 23.3 percent of them are brick. While all of the houses in the 
new developments are new and brick. 
CHAPTER III 
GENERAL CHARACTERISTICS OF ORIGINAL HOME AND HOME 
PURCHASED IN THE GOODE STREET AREA 
Prices Received for Original Homes and Prices Paid for Present 
Home»—The prices received by home owners for their homes were generally 
between $1*,000 and $8,000 (Table 10). A total of 86.7 percent of the 
home owners received a price in this range. We must keep in mind that 
these home owners sold mostly against their will since the majority of 
them were relocated because of the highway project or the Urban Renewal 
Program (Table 8). 
TABLE 10 
DISTRIBUTION, PRICES RECEIVED FOR ORIGINAL HOMES AND PRICES 
PAID FOR HOMES 
Original Home Present Home 
Prices No. Percentage No. Percentage 
$ U,000- 6,000 12 Uo.o 0 0.0 
$ 6,000- 8,000 1U 1*6.7 0 0.0 
$ 8,000-10,000 h 13.3 1 3.3 
$10,000-12,000 0 0.0 8 26.7 
$12,000-1U,000 0 0.0 9 30.0 
$1U,000- or more 0 0.0 12 1*0.0 
Total 30 100.0 30 100.0 
Median $6,1*29 $13,333 
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The largest concentration of prices received for homes fell in 
the $6,000 to $8,000 class which accounted for lj6.7 percent. The smallest 
concentration was in the $8,000 to $10,000 class which had only 13.3 per¬ 
cent of the sellers receiving prices in this range. No home owner re¬ 
ceived more than $10,000 for his home. 
There were only 30 people reporting a price received since this 
was the number of original home owners in the study. There were 20 people 
who checked "not applicable" to this question since they were former tenants. 
The median for the prices received by home owners selling their 
property was $6,U29. Generally, the prices of homes in the Goode Street 
area range from $6,000 on up. Reviewing our findings, we have liO per¬ 
cent of the people that x^ere former home owners purchasing homes costing 
$lk,000 or more. There was 30 percent that paid $12,000 to $lU,000 for 
homes. Only 3.3 percent purchased a home for less than $10,000. No 
homes were purchased by former home owners for less than $8,000. The 
median price of homes paid by buyers that were former owners was $13»333. 
Number of Rooms in Original and Present Homes.—Looking at the 
number of rooms the former home owners had, we find that 76.7 percent 
had from 5 to 7 rooms in their original dwelling (Table 11). The 
largest concentration was 30 percent at the 6 room class. There was 
26.7 percent that had 5 rooms and 30 percent had 7 rooms. 
Observing the two extremes of the scale, we find that there was 
only one buyer that owned a house that had 3 rooms. At the other end 
of the scale, there was only one buyer that had 9 or more rooms. In the 
rooms class there were 10 percent of the buyers. The median of the 
number of rooms for the original home was 6 rooms. 
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TABLE 11 
DISTRIBUTION, NUMBER OF ROOMS IN ORIGINAL AND PRESENT 
HOMES (FORMER OWNERS) 
Number of Rooms 
in Home 
Original Home Present Home 
No. Percentage No. Percentage 
3 1 3.3 0 0.0 
h 3 10.0 0 0.0 
5 8 26.7 11 36.7 
6 9 30.0 8 26.7 
7 6 20.0 9 30.0 
8 2 6.7 1 3.3 
9 or more 1 3.3 1 3.3 
Total 30 100.0 30 100.0 
Median 5.0 t >.0 
Mean 5.9 e .1 
Sources Questionnaire 
The majority number of rooms that were in the homes purchased 
by the former owners fell between 5 and 7 rooms which was 36.7 percent. 
There was 30 percent in the 7 rooms class and 26.7 percent in the 6 rooms 
class. The 9 rooms or more class had only 3.3 percent and so did the 
8 rooms class. There were no homes purchased by former home owners with 
less than 5 rooms. The median number of rooms in the homes purchased 
was 6 rooms. 
Number of Bedrooms in Original and Present Homes.—Observing the 
number of bedrooms the former owners had, we find 93.3 percent had between 
2 and 3 bedrooms. Sixty percent had 2 bedrooms (Table 12). Surprisedly, 
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there was no representation at the one bedroom class and only 6.7 percent 
at the U or more class. We may also state that there was a concentration 
of 66.7 percent with 3 or more bedrooms. The median number of bedrooms 
for the original homes was 2.3 bedrooms. 
TABLE 12 
DISTRIBUTION, NUMBER OF BEDROOMS IN ORIGINAL AND PRESENT 
HOMES (FORMER OWNERS) 
Number of Bedrooms Original Home Present Home 
No. Percentage No. Percentage 
1 0 0.0 0 0.0 
2 10 33.3 10 33.3 
3 18 66.0 13 30.0 
b or more 2 6.7 3 16.7 
Total 30 100.0 30 100.0 
Median 3.0 3.0 
Mean 2 .7 
2 '.8 
Source: Questionnaire 
Of the former home owners, a total of 3 percent bought homes 
with 3 bedrooms. There was 33.3 percent that purchased homes with 2 
bedrooms while 16.7 percent purchased homes with U or more bedrooms. 
None of the former home owners purchased a house with less than 2 bed¬ 
rooms. The median for the number of bedrooms in homes purchased by 
former owners was 3.0 
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Ages of Original and Present Homes»—It has often been stated 
that the age of a house is not the sole factor of its usefulness or cost. 
We must consider also the condition, kind and construction when placing 
value on a home. In this study 50 percent of the former home owners owned 
homes that were 20 years old or more (Table 13)• 
TABLE 13 
DISTRIBUTION, AGE OF ORIGINAL AND PRESENT HOMES 
(FORMER OWNERS) 
Age of Homes Original Home Present Home 
No. Percentage No. Percentage 
0-5 Years 1 3.3 0 0.0 
5-10 Years 0 0.0 1 3.3 
10 - 15 Years 5 16.7 3 10.0 
15 - 20 Years 9 30.0 8 26.7 
20 Years or Older 15 50.0 18 60.0 
Total 30 100.0 30 100.0 
Median 20 20+ 
Source: Questionnaire 
Eighty percent of the buyers had homes at least 15 years old 
or more. Only 3.3 percent of the former home owners had homes less than 
5 years old and none had homes that were between 5-10 years old. Another 
way of stating the distribution here is to say that 96.7 percent of the 
former owners had homes that were 10 years old or more. The median age 
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of the original homes was 20 years. 
The ages of homes purchased in the Goode Street area ranged 
from the 0-5 class to the 20 or older class. The largest concentration 
of homes was found in the 20 or older class which accounted for 60 per¬ 
çait of the homes purchased by former owners. At the 15 to 20 years 
class there was 26.7 percent and 10 percent at the 10 to 15 years class. 
Only 3.3 percent of the homes purchased by former owners was between 
5-10 years old. There was no home in the 0-5 years class. We can 
safely say that 86.7 percent of the homes purchased were at least l5 
years old. The median age of homes purchased by former owners was over 
20 years. 
Kinds of Original and Present Homes.—There were three selec¬ 
tions for applicants to check when stating the kind of home he previously 
lived in: brick, frame and other. The majority of the homes checked 
in this study were frame homes which can readily be seen in (Table lli). 
There was 76.7 percent of the former home owners that had frame homes. 
A total of 20 percent had lived in brick homes. The remaining 3*3 
percent had homes of some other kind. Another way of looking at it, we 
can make the observation that 96.7 percent of the former home owners in 
the study owned either a frame or brick home. 
The homes in the Goode Street area were mostly frame and brick. 
A percentage of 66.7 of the homes purchased by former owners were frame. 
A total of 23.3 percent brick homes were purchased. 
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TABLE 1U 
DISTRIBUTION, KINDS OF ORIGINAL MD PRESENT HOMES 
(FORMER OWNERS) 
Kinds of Homes Original Home Present Home 
No. Percentage No. Percentage 
Brick 6 20.0 7 23.3 
Frame 23 76.7 20 66.7 
Other 1 3.3 3 10.0 
Total 30 100.0 30 100.0 
Source: Questionnaire 
CHAPTER IV 
COMPARISON OF HOMES IN THE GOODE STREET AREA WITH 
THE ORIGINAL HOMES OF THE BUYERS 
Prices»—The prices of the homes in the Goode Street area 
tended to be much higher than the prices received by the buyers for 
the homes from which they moved. There were thirty people in the 
study that had owned their homes before buying in the Goode Street 
area. Of the 30 people, 26 received less than $8,000 for their homes, 
while all of the homes purchased in the Goode Street area were pur¬ 
chased for more than $8,000. 
None of the home owners received $10,000 or more for their 
homes, but 96.7 percent of the homes were priced at $10,000 or more in 
the Goode Street area. Of the buyers that purchased homes costing 
$1U,000 none of the former owners received a price in this range for 
the home he sold. The largest concentration of prices received by 
the former owners was in the $6,000 to $8,000 class which had a U6.7 
percent representation, but none of the homes in the Goode Street area 
sold for that amount. 
Looking at the contrast in prices another way, we observe that 
100 percent of the former owners received less than $10,000 for his home, 
however, only 3.3 percent of the homes in the Goode Street area sold for 
less than $10,000. 
The median price of the homes purchased by former owners in 
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the study was $13,333 and the median for the prices received was $6,1*29* 
So we can say that the Negroes buying in the Goode Street area paid 107 
percent more for the homes purchased than the amount he received for 
his home. 
Number of Rooms.--Most of the homes in the Goode Street area 
had between 5 to 7 rooms which accounted for 93.^ percent. The homes 
from which the buyers moved had a distribution of 76.7 percent at the 
5 to 7 rooms class. The largest concentration of rooms for the homes 
purchased was 36.7 percent at the 5 room class, while there was 26.7 
percent at this level for the homes from which the buyers moved. In 
the 9 or more rooms class, the distribution for both homes, the ones 
purchased and the ones from which the buyers moved, was 3.3 percent. 
The 3 rooms class had 3.3 percent representation for the homes 
from which the buyers moved and no representation for the homes pur¬ 
chased. Ten percent of the homes from which the buyers moved had 1* 
rooms. None of the homes purchased had 3 or 1* rooms. Six and seven 
tenths percent of the homes from which the buyers moved had 8 rooms, 
while 3.3 percent of the homes purchased had 8 rooms. 
It can easily be observed that the homes in the Goode Street 
area ran larger than the homes from which the buyers moved. Observing 
the gain in the absolute amount of rooms, we find that there was a .2 
increase measured by the mean. In other words, the buyers in the 
Goode Street area gained less than one room over what they had in their 
original homes. The question arises, does this increase in the number 
of rooms justify the amount of the price increase? 
Comparing the percentage increase in prices with that of the 
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number of rooms, we find that there was approximately a U percent 
increase in the average number of rooms and a 107 percent increase in 
the price for homes purchased in the Goode Street area. 
Bedrooms.—The majority of homes in the Goode Street area had 
3 bedrooms, 5>0 percent. The homes from which the buyers moved had 60 
percent with 3 bedrooms. At the 2 bedroom class there was a 33.3 
percent concentration for the original and present homes. None of 
the original homes, nor the homes purchased, had only one bedroom. 
The buyers in the Goode Street area had the same number of 
bedrooms in the homes purchased and the homes from which they moved. 
The median for the homes purchased was 3 bedrooms and 3 bedrooms for 
the homes originally occupied. 
Here again we can raise the same question as to the justifica¬ 
tion of price increase as measured in terms of number of bedrooms. We 
must also keep in mind that the number of bedrooms in a house give a 
good reflection of its size in most instances. 
Ages.—The ages of the homes in the Goode Street area were a 
little older than those of the homes from which the buyers moved. In 
the age class of 0 to E> years old, we have no representation for the 
homes in the Goode Street area but a 3.3 percent representation for the 
homes from which the buyers moved. Three and three tenths percent of 
the homes purchased in the Goode Street area fell between 5 and 10 years 
old, while none of the homes from which the buyers moved appeared in 
this class. The 10 to 15 years class had a 16.7 percent representation 
for homes from which the buyers moved and a 10 percent representation 
for homes in the Goode Street area. Thirty percent of the homes from 
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which the buyers moved and 26.7 percent of the homes they purchased were 
in the l£ to 20 years class. There was 60 percent of the homes purchased 
in the Goode Street area that were 20 or more years old, while only 50 
percent of the homes from which the buyers moved was 20 or more years 
old. 
Analyzing the ages another way, we can say that 3.3 percent of 
the homes purchased were less than 10 years old, and 3*3 percent of the 
homes from which the purchasers moved were less than 10 years old. 
Another observation is that 1*0 percent of the homes in the Goode Street 
area fell between 10 and 20 years, while U6.7 percent fell in this class 
for the homes from which the buyers moved. 
Observing the medians, we find that the age of the homes in the 
Goode Street area was over 20 years, while the median age for the original 
home was exactly 20 years. 
Kind of Homes Purchased,—The price of a home can be influenced 
by its construction. Usually a brick home will sell for more than a 
frame home of comparable size. The homes in the Goode Street area were 
mostly frame and so were the homes from which the people moved. Seventy- 
six percent of the homes formerly occupied by the biyers in the Goode 
Street area were frame and 66.7 percent of the homes they purchased were 
frame. There was 23*3 percent of the homes purchased in the Goode Street 
area that were brick. There was 10 percent of the homes purchased that 
fell in the "other" class and 3.3 percent of the homes from which the 
buyers moved that fell in the same class. 
We can make the observation that 90 percent of the homes pur¬ 
chased in the Goode Street area were either frame or brick, while 96.7 
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percent of the homes from which the purchasers moved were either frame 
or brick. 
Again, we can raise the question of price differential since 
the kinds of homes in the Goode Street area were correlated very closely 
to those formerly occupied by buyers in that area. 
CHAPTER V 
SUMMARY- AND CONCLUSIONS 
The present study has drawn a picture of the sharply con¬ 
trasting differences in the prices Negroes paid for homes in the 
Goode Street area and the prices they received for their former homes. 
It was also shown that there was a great similarity in the homes 
purchased by the Negroes and the homes they sold. 
The prices of the homes in the Goode Street area could be 
explained by the laws of supply and demand. The demand for Negro 
housing has been steadily increasing over the years. The recent 
gains in employment, the benefit of the G.I. Bill by many returning 
Viet Nam Veterans are some of the reasons for the vast increase in 
demand for housing. However, I believe the significant factor that 
stimulated the demand for Negro housing in Montgomery, Alabama was 
the displacement caused by the two governmental projects—the Urban 
Renewal Program and the construction of interstate highways. We 
recall that 83,3 percent of the Negroes that formerly owned their 
homes had to sell because of one of these programs. Hardly any 
of the home buyers felt that a fair price was received for their 
homes, especially upon discovering the prices of homes available 
elsewhere. Some of the buyers who were 5>0 years or older had to 
make mortgages as long as 20 years to settle deals. 
We can conclude that the extensive demand for homes by Negroes 
was not by choice. Since most of the displaced people did not want 
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to move into one of the new suburban developments, the only available 
city housing was the Goode Street area. After a few Negroes moved 
into the area "For Sale" signs began to appear immediately. It is the 
belief of many Negroes and myself that had the Negroes not had to 
move into the area so rapidly, they could have bought for a cheaper 
price. They had to move somewhere since the aforesaid federal pro¬ 
grams were in full swing. 
Negroes from a better class neighborhood on the east side of 
town, adjacent to the predominantly Negro Alabama State College, where 
several professors lived, went to court with the issue. They got 
a hearing but to no avail. Bulldozers now roam over the lots where 
$20,000 and $30,000 brick homes once stood. 
I believe that one way to retard such action as the afore¬ 
mentioned is for the local, state, and federal governments to employ 
and assign more Negroes to the planning, research, and implementation 
of nrograms that will affect the lives of Negroes. Of the home 
appraisers for the highway program, none was reported to be a Negro. 
Congress has passed law after law concerning fair housing, 
but the Negro still experiences discrimination and inflated prices 
when attempting to put a roof over his head. The most recent fair 
housing law which was signed by President Johnson in April, 1968 is 
supposed to be one of the most far-reaching laws of its kind ever 
passed by Congress. The law is supposed to cover more than 70 per¬ 
cent of the homes in the ïïnited States. The effect of this law has 
yet to be proven, but if previous experience is a guide, then many 
loopholes will be found. 
Discrimination is hard to prove in housing j*:st as it is in 
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education, employment, etc. However, this study does present the 
following facts: 
1. Approximately 83 percent of former home owners that 
bought in the Goode Street area had to relocate be¬ 
cause of the Urban Renewal or the highway program, 
2. The homes the Negroes purchased in the Goode Street 
area cost approximately 100 percent more than the 
amount received for their old homes, 
3. The majority of the Negroes felt that they did not 
get a fair price for their old homes nor paid a 




I am seeking your cooperation in helping me to do a study of 
home buying by Negroes in this area. The study is being done as 
a "Master's Thesis Topic", at Atlanta University. 
Attached is a questionnaire containing 30 questions, you do 
not have to give your name or address. Just check the answers 
which applies to you in each question. 
Question 18 may require two checks, i.e., if you have 1 and 
■| baths, check 1 and then check •§. All other questions are self- 
explanatory. If you have further questions concerning the 
questionnaire, please call Mrs. Joseph Holley at 263-6101. 
Enclosed is a self-addressed stamped envelope for mailing the 
questionnaire. 
vour promptness, cooperation, patience and time are deeply 
appreciated. 
Very truly yours, 






1* Approximately what is your age? 
( ) 20-25 ( ) 25-30 ( ) 30-35 ( ) 35-Uo 
( ) hO-U5 ( ) 50 or older 
2. What is your occupation? 
3. What is the size of your family? 
( ) 2 ( ) 3 ( ) H ( ) 5 ( ) 6 ( ) 7 
( ) 8 ( ) 9 or more 
U. Approximately what is your gross income per year? 
( ) &2,000-U,000 ( ) $U,000-6,000 ( ) $6,000-8,000 
( ) $8,000-10,000 ( ) $10,000-12,000 ( ) $12,000 or more 
5* Did you rent or own the house you moved from? 
( ) Rent ( ) Owned 
6. How did you learn this house was for sale? 
( ) Realtor ( ) Owner ( ) Other 
7» Why did you buy here instead of in one of the new developments? 
( ) Closer to town ( ) Didn't see any houses you liked 
( ) Didn't like the location of the development 
( ) Price was too high ( ) Other 
8. Did your house need repairing before you moved in? 
( ) Yes ( ) No 
If yes, what kind of repair 




9. Why did you move? 
( ) Relocated because of highway 
( ) Urban Renewal 
( ) Wanted to own own home 
( ) Wanted a better house 
( ) Other 
10. Approximately what did you receive for your old house? 
( ) Not applicable ( ) $ U,000 - 6,000 
( ) $ 6,000 - 8,000 ( ) $ 8,000 - 10,000 
( ) $10,000 - 12,000 ( ) $12,000 - lii,000 
( ) ?l!i,000 or more 
11. Do you think you received a fair price for your old house? 
( ) Yes ( ) No ( ) Not Applicable 
12. How many rooms are there in your house? 
( )3 ( )U ( )5( )6( )7 ( )8 ( )9 or more 
13* How many rooms were there in the house you moved from? 
()3()U()5()6()7()8()9or more 
1U. How many bedrooms do you have? 
( ) 1 ( ) 2 ( ) 3 ( ) U or more 
19. How many bedrooms did you have in the house you moved from? 
( ) 1 ( ) 2 ( ) 3 ( ) Il or more 
16. Do you have a separate dining room? 
( ) Yes ( ) No 
17. Did the house you moved from have a separate dining room? 
( ) Yes ( ) No 
18. How many bathrooms do you have? 
( ) One ( ) Two ( ) 1/2 
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19. How many bathrooms did the house you moved from have? 
( ) One ( ) Two ( ) l/2 
20. Do you have a den or family room? 
( ) Yes ( ) No 
21. Did the house you moved from have a den or family room? 
( ) Yes ( ) No 
22. What kind of house do you have? 
( ) Brick ( ) Frame ( ) Other 
23. What kind of house did you move from? 
( ) Brick ( ) Frame ( ) Other 
2U. Approximately how old is your house? 
( ) 0-5 Years ( ) 5-10 Years ( ) 10-15 Years 
( ) 15-20 Years 
( ) 20 or older 
25. Approximately how old was the house you moved from? 
( ) 0-5 Years ( ) 5-10 Years ( ) 10-15 Years 
( ) 15-20 Years 
( ) 20 or older 
26. Approximately what did you pay for your house? 
( ) $ H,000 - 6,000 ( ) $ 6,000 - 8,000 
( ) $ 8,000 - 10,000 ( ) $10,000 - 12,000 
( ) $12,000 - iu,000 ( ) HU,000 or more 
27. Do you think you paid a fair price for your present home? 
( ) Yes ( ) No 
28. What type of mortgage do you have? 
( ) V.A. ( ) FHA ( ) Bank ( ) Other 
Uo 
APPENDIX B—Continued 
29. What is the length of your mortgage? 
( ) 5 Years ( ) 10 Years ( ) 15 Years ( ) 20 Years 
( ) 25 Years ( ) 30 or more 
30* If you had to do it all over again, would you buy in this area? 
( ) Yes ( ) No 
If no, where would you buy? ( ) new housing area 
( ) have house built in another neighborhood 





















HOW BUYERS RESPONDED TO CERTAIN PERTINENT QUESTIONS OF THE STUDY* 
Did your house need repairing 
before you moved in? 
How did you learn this 
house was for sale? 
Do you think you received a fair 
price for your old house? 
If yes, kind of repair 
Realtor Owner Other Yes No Not Applicable Yes No Roof Paint Floor Other 
X X X X 
X X X 
X X X X 
X X X 
X X X X 
X X X X 
X X X 
X X X 
X X X 
X X X X 
X X X 
X X X X 
X X X 
X X X X 
X X X X 
X X X 
X X X X 
X X X X 
X X X 
APPENDIX C~Continued 
If yes, kind of repair 
Realtor Owner Other Yes No Not Applicable Yes No Roof Paint Floor Other 
20 X X X 
21 X X X X 
22 X X X 
23 X X X X 
2Ii X X X 
2? X X X X 
26 X X X 
27 X X X 
28 X X X X 
29 X X X X 
30 X X X X 
Total lé 111 6 T" 3 2 11 5 k 26 























HOW BUYERS RESPONDED TO CERTAIN PERTINENT QUESTIONS OF THE STUDY* 
Do you have a separate 
dining room? 
Did the house you 













ns did the 
se you moved 
n have? 
Do you have a 
den or family 
room? 
Yes No Yes No One Two 1/2 One Two 1/2 Yes No 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
X X X X X 
APPENDIX D—Continued 
Yes No Yes No One Two 1/2 One Two 1/2 Yes No 
20 X X X X X 
21 X X X X X 
22 X X X X X 
23 X X X X X 
2h X X X X X 
25 X X X X X 
26 X X X X X 
27 X X X X X 
28 X X X X X 
29 X X X X X 
30 X X X X X 
Total 2h 6 15 15 27 3 1 29 1 1 15 15 
-* 





















TO CERTAIN PERTINENT QUESTIONS OF THE STUDY' 
If you had to do it all over again, would you buy in this 

































Stayed where you 
Were Rent 
20 X X X 
21 X X X 
22 X X 
23 X X 
2h X X X 
25 X X 
26 X X 
27 X X X 
28 X X X 
29 X X 
30 X X X 



















































Represents former owners only. 
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